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Atlanta,  Ga.  December,  1987 


Director’s 

Comments 


November  was  another  productive  month  for  the  6th 
District  Team.  We  also  closed  the  door  on  our  Fall 
Recruiting  Campaign  and  the  results  have  been 
published.  Congratulations  to  all  of  you  winners.  I was 
very  pleased  by  the  attention  and  “extra  touch”  given 
to  our  quality  recruiting  efforts  during  the  campaign. 
Hard  work  - superb  results  --  well  done. 

I’d  like  to  take  this  opportunity  to  share  my 
concerns  about  personal  injuries  resulting  from 
vehicle  accidents.  Last  year  we  had  approximately  60 
accidents  both  in  GOVs  and  POVs  --  about  half  of 
those  were  the  fault  of  the  military  driver.  These 
accidents  resulted  in  six  Marines  being  seriously 
injured.  Fortunately  we  did  not  have  a fatality,  but  we 
may  lose  one  of  more  fine  Marines  because  of 
permanent  physical  damages  sustained  in  those 
accidents.  Even  one  fatality  is  one  too  many  --  and 


I’m  sure  that  none  of  us  want  early  retirement  as  a 
result  of  being  placed  on  the  “medically  retired”  list. 

I’m  not  going  to  dwell  on  how  to  operate  a motor 
vehicle  safely  ~ you  are  all  licensed  operators  and 
know  how  to  drive.  I am,  however,  asking  you  to  obey 
the  speed  limit,  practice  defensive  driving,  and  pay 
attention  to  time  management.  Allow  enough  time  to 
get  from  point  A to  point  B without  speeding  --  plan  to 
leave  a little  earlier  for  those  appointments,  MBPS, 
etc.  During  the  winter  months  and  particularly 
throughout  the  holiday  season.  Bottom  line  --  be 
careful  when  you  are  operating  a vehicle.  You  are  all 
too  important  to  become  another  statistic. 

My  goal  is  to  close  NNC  mission  by  24  December. 
Let’s  get  it  done  so  you  can  spend  time  with  your 
families  over  the  holidays.  Have  a safe  and  happy 
holiday  season. 

Semper  Fidelis, 


J.  C.  LILLY,  JR. 


Uncovered. 


MajGen  Jospeph  P.  Hoar, 
Commanding  General, 
Marine  Corps  Recruit  De- 
pot/Eastern Recruiting 
Region,  Parris  Island,  S.C. 
speaks  to  the  Marines  of 
the  6th  District.  The  gen- 
eral was  the  guest  speaker 
at  an  Atlanta  Retired  Ma- 
rine Luncheon,  December 
8.  MajGen  Hoar  told  the 
HeadquartersMarines  heis 
pleased  with  the  recruiting 
efforts  of  the  6th  Marine 
Corps  District  and  re- 
minded them  that  they  are 
as  much  a part  of  that  effort 
as  the  recruiters. 
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Idlest 
known 
Marine 
honored 


By  SSgt  Sherry  L.  Gregory 
PANCO,  RS  Jacksonville 


It  was  a time  before  Vietnam, 
the  Chosin  Reservior,  the 
flag  raising  on  Iwo  Jima,  and 
even  before  Belleau  Wood.  It  was  a 
time  when  baseball  and  electricity 
were  still  quite  new  and  television  was 
undreamt  of. 

It  was  a time  when  Leathernecks 
served  primarily  on  seagoing  vessels. 
It  was  1908  and  Mr.  Harold  Vanorsdale 
was  a United  States  Marine  serving 
aboard  the  USS  SOUTH  DAKOTA  - a 
forerunner  to  the  modern  day 
battleship. 

Born  in  Windsor,  N.  Y.  on  July  3, 
1883,  Mr.  Vanorsdale  at  104  years 
young  has  the  distinct  honor  of  being 
the  oldest  known  former  Marine.  After 
living  more  than  a century,  Vanorsdale 
doesn’t  think  that  the  Marine  Corps 
has  changed  that  much. 

“I  don’t  see  much  difference,”  he 
says  in  a raspy  voice,  ‘‘except  the 
uniform.  I saw  a Marine  in  just  a shirt 
with  his  blue  trousers  on  and  I told  him 
that  he  was  out  of  uniform.  Used  to  be 
you  had  to  have  a blouse  on  to  be  in 
uniform.  That’s  about  all  the 
differences  I see.” 

Another  change  the  gentleman 
pointed  out  was  the  emblem  worn  on 
the  cover. 

‘‘The  wings  were  fastened  to  the 
anchor  and  we’d  pry  it  loose  and  bend 
it  up  so  he  could  fly.  He  (the  eagle) 
couldn’t  fly  with  his  wings  on  the 
anchor.  We’d  peck  up  the  ocean  to 
make  it  rough,”  he  said  as  he  held  a 
dress  blue  cover  in  his  wrinkled  but 
steady  hands.  ‘‘If  the  CO  would  catch 
you,  he’d  tell  the  First  Sergeant  to 
issue  you  another  emblem  right 
away.” 

Back  when  Vanorsdale  was 


addressed  as  “Marine”  he  earned 
$14.80  a month.  “That  was  after  a 20 
cent  deduction  for  hospital,”  he 
explained.  “But  it  was  good  money 
back  then.  It  was  a lot  easier  to  save 
money  then  than  it  is  today.” 

During  his  four-year  stint  in  the 
Corps,  Mr.  Vanorsdale  saw  a big  part 
of  the  world.  As  he  says,  “My  Uncle 
Sam  gave  me  a yacht  and  I cruised 
around  the  world.”  As  if  it  were 
yesterday,  he  can  tell  you  about  his 
travels  to  Hawaii,  the  Philippines, 
Japan,  China  and  Panama;  traveling 
by  train  to  Lima,  Peru;  or  the  time  his 
unit  traveled  300  miles  across  country 
to  lead  the  International  Parade  in 
Buenos  Aires  for  their  100-year 
anniversary. 

“They  played  Semper  Fidelis,”  said 
Mr.  Vanorsdale,  peering  over  his 
round,  wire-framed  glasses.  “I  just 
love  Marine  Corps  marching  music,  it 
just  makes  you  feel  good.” 


SSgt  Sherry  L.  Gregory 

M r . Harold  Vanorsdale  awaits  the  cake 
cutting  ceremony. 

If  you  ever  get  a chance  to  meet  this 
Devil  Dog,  make  sure  you  know  all 
three  verses  to  the  Marines’  Hymn 
because  he  will  challenge  you,  line-by 
line,  as  he  did  recently  to  a young 
Marine.  When  the  phrase,  “on  air  and 
land  and  sea”  was  rattled  off  by  the 
young  Leatherneck,  Mr.  Vanorsdale 
was  quick  to  point  out  that,  “Them 
days,  we  didn’t  have  the  air  in  it 
because  we  didn’t  have  no  airplanes. 
So  we  just  had  land  and  sea.”  He 


continued  the  challenge,  sounding  like 
a young  recruit  rattling  off  his  General 
Orders,  and  finished  the  song  - by 
himself. 

After  receiving  an  Honorable 
Discharge  in  1912,  Mr.  Vanorsdale 
went  on  to  a career  in  housepainting 
and  light  carpentry  work.  During  World 
War  II,  a resurgence  of  patriotism 
struck  him  and  he  tried  to  re-enter  the 
Marine  Corps. 

“I  was  in  Jacksonville,  Fla.,  so  I went 
over  to  the  Marine  Recruiter  because 
I wanted  to  enlist,  and  he  told  me  I was 
too  old.  Well,  I told  him  I could  do  any 
damn  thing  he  could,”  smiles 
“Sunshine”  as  he  is  affectionately 
known.  “And  I was  59  years  old  then, 
but  he  still  said  I was  too  old.  I didn’t 
get  back  in.  I often  wish  I’d  stayed  in 
the  Marine  Corps.” 

On  November  10th,  RS  Jacksonville 
Marines  and  the  Director  of  the  Sixth 
Marine  Corps  District,  Colonel  J.  C. 
Lilly,  Jr.,  held  a cake  cutting  ceremony 
for  “Sunshine”  at  the  Tallahassee 
Convalescent  Home  where  he  now 
lives.  During  the  ceremony,  Mr. 
Vanorsdale  was  presented  a photo  of 
the  USS  SOUTH  DAKOTA  signed  by 
the  Honorable  James  Webb,  Secretary 
of  the  Navy  and  a former  Marine 
himself;  a personal  birthday  message 
from  the  Commandant  of  the  Marine 
Corps,  Gen.  A.  M.  Gray;  and  a 
proclamation  from  the  Governor  of 
Florida.  In  his  letter  General  Gray  said, 
“Your  spirit  is  a reminder  that  no 
matter  how  old  we  may  get,  we  are 
never  too  old  to  display  our  love  for 
Corps  and  Country.” 

Colonel  Lilly  presented  a gold  Iwo 
Jimo  flag-raising  lithograph  to  Mr. 
Vanorsdale  on  behalf  of  all  Sixth 
District  Marines  and  added,  “I  didn’t 
know  Marines  lived  so  long.  Now  I 
have  something  to  look  forward  to.” 
The  Commanding  Officer  of  RS 
Jacksonville,  Major  Clyde  H.  Slick,  had 
the  perfect  gift  for  the  Old  Salt  Marine. 

“For  all  those  cold  mornings,  here’s 
a USMC  jacket  and  baseball  cap,”  the 
major  said.  And  as  he  placed  the  cap 
on  Mr.  Vanorsdale’s  head,  the 
crowded  room  of  well-wishers 
applauded. 

At  the  conclusion  of  the  festive 
event,  Maj  Slick  said,  “It  has  been  a 
proud  moment  for  us  to  be  here  with 
you  to  celebrate  our  212th  Birthday 
and  I hope  you  have  many  more.” 
“So  do  I,”  smiled  “Sunshine”  as 
tears  rolled  gently  down  his  cheeks. 
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Hail  and  Farewell 


Unique  event  aids  NCOIC  turnover 


By  SSgt  Douglas  W.  Allen 
PANCO,  RS  Macon 


The  community  leaders  of  Columbus,  Georgia 
and  the  surrounding  areas  recently  got  a taste 
of  good  ol’  Marine  Corps  hospitality  during  a Hail 
and  Farewell  at  RSS  Columbus. 

The  event  was  given  to  allow  GySgt  Rodney  T. 
Kimbrough,  the  outgoing  NCOIC,  a chance  to  thank 
everyone  for  their  support  and  to  introduce  the  incoming 
NCOIC,  GySgt  Troy  L.  Byrom,  Jr. 

“Because  community  support  is  so  important  in 
recruiting  I couldn’t  think  of  a better  way  to  thank  everyone 
and  to  ensure  that  the  good  rapport  the  Marine  Corps  has 
in  this  community  will  continue,”  explains  GySgt 
Kimbrough. 

Approximately  50  guests  attended  throughout  the  three 
hour  function  and  they  represented  a wide  variety  of 
occupations. 

There  were  two  mayors,  eight  school  board  members, 
two  high  school  principals,  a senators’  aide,  the  Assistant 
Chief  of  Police  and  many  businessmen.  All  areas  of  the 
media  were  also  represented;  a television  sales  executive, 
a radio  news  director  and  one  of  the  managing  editors 
from  Columbus’  only  daily  newspaper. 


'It  has  already  opened 
many  doors  for  me. ' 


The  original  concept  was  for  a formal  function  with  all 
guests  being  seated  and  listening  to  speeches.  But 
because  of  the  varied  schedules  of  the  guests,  it  turned 
out  to  be  casual  with  guests  coming  and  going  as  their 
time  permitted.  This  “mixer”  atmosphere  was  even  better, 
according  to  the  new  NCIOC,  GySgt  Byrom. 

“I  didn’t  initially  expect  that  kind  of  welcome  into  a 
community.  And  by  it  being  informal  everybody  got  a 
chance  to  just  come  in  and  relax,  no  one  was  intimidated. 
I met  a lot  of  influential  community  leaders  in  a one  on 
one  setting  which  has  already  opened  many  doors  for 
me,”  relates  GySgt  Byrom. 

The  Marine  Corps  was  also  well  represented  at  the 
event.  In  addition  to  all  the  Columbus  recruiters,  the 
Commanding  Officer  of  RS  Macon,  Major  W.  D.  York,  and 
the  Recruiter  Instructor,  MGySgt.  C.  E.  Bowerman,  Jr., 
of  RS  Macon  were  in  attendance. 

Major  York  was  there  for  two  reasons.  “GySgt 
Kimbrough  obviously  has  done  a great  job  working  with 
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the  local  community  and  I wanted  to  help  him  thank  those 
people.  Also,  I wanted  to  show  everyone  that  the  new 
NCOIC  will  have  all  the  support  from  me  he  needs  to 
better  serve  the  community  he  will  be  working  in,”  says 
Maj  York.  MyGySgt  Bowerman  echoes  Major  York’s 
comments  but  also  reports  some  positive  feedback  from 
the  guests. 

“Overall  the  function  went  very  well,  even  the  guests 
thought  it  was  a super  idea,”  comments  MGySgt 
Bowerman.  “In  the  past  when  a new  guy  came  in,  the  only 
way  these  people  would  get  to  meet  him  was  if  something 
came  up  where  he  would  have  to  go  with  his  hand  out 
asking  for  help.  This  way,  he  has  the  opportunity  to  meet 
them  on  an  even  one-on-one  basis,  sit  around  and  talk, 
and  not  stick  his  hand  out  requesting  something,” 
concludes  the  Rl. 


SSgt  Douglas  W.  Allen 

GySgt  R.T  Kimbrough  (left)  and  GySgt  T.L.  Byrom  (right) 
present  the  mayor  of  Columbus,  Ga.,  James  E.  Jernigan, 
with  an  Iwo  Jima  lithograph. 
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Family 

Night 

afloat 


Sgt  Henri  Bradford 


The  RS  Orlando  Command  Group  answers  questions  for  Family  Night 
guests  aboard  the  "Jungle  Queen." 


By  Sgt  Henri  Bradford 
BANCO,  RS  Orlando 


The  night  began  with  overcast 
skies,  torrential  downpours 
and  high  humidity.  But  not 
even  the  weather  could  dampen  the 
spirits  of  the  Marines  of  RSS  Ft. 
Lauderdale  as  they  prepared  to  “show 
the  Corps”  to  parents  and  poolees. 

The  event  was  RSS  Ft.  Lauderdale’s 
Family  Night,  which  was  held  aboard 
the  “Jungle  Queen,”  and  included  a 
tour  of  the  city  and  its  many  historic 
landmarks  and  famous  houses. 

According  to  GySgt  Harry  Hishon, 
NCOIC,  the  purpose  of  the  event  was 
to  bring  the  poolees  and  their  families 
together  to  inform  and  motivate  them. 
“We  wanted  to  be  able  to  have  an 
event  which  would  make  an 
impression  on  the  attendees  and  at  the 
same  time  inform  the  parents  about 
what  the  Marine  Corps  is  all  about  and 
motivate  the  young  men  and  women 
who  are  preparing  to  leave  for  boot 
camp,”  he  says. 

As  the  tour  boat  pulled  away  from 
the  dock,  the  Marines  of  the  RSS, 
dressed  in  various  uniforms, 
introduced  themselves  to  the  guests 
and  explained  what  their  MOS  (Military 
Occupational  Specialty)  was  and  what 
uniform  they  were  wearing.  The  group 
was  also  introduced  to  the  RS 
Commanding  Officer  and  RS  Sergeant 
Major. 

As  the  tour  proceeded  through  the 
city,  the  group  settled  back  to  view 
famous  landmarks  and  houses,  many 
owned  by  the  elite  of  society  and 
famous  families  of  the  country. 

Following  a 40-minute  boat  ride,  the 
guests  disembarked  for  a dinner  and 
outdoor  theater,  which  added  to  the 
flavor  of  the  event. 


GySgt  Hishon  says  that  this  is  the 
best  way  to  “get  the  word”  out  and 
and  have  referral  sources  who  live  in 
the  local  community.  “This  provides 
the  recruiters  a chance  to  meet  with 
the  parents  of  their  poolees  and  to 
explain  to  them  the  benefits  their 
sons/daughters  can  receive.  It  also  is 
a way  for  the  recruiter  to  enlist  the 
parents  help  in  finding  qualified  young 
people  to  join  the  Marines.  This  type 
of  event  helps  us  to  gain  exposure  in 
the  local  community  and  having 
knowledgeable  people  in  the 
community,  makes  our  job  a little 
easier,”  he  says. 

“I  feel  that  without  a doubt,  the 
benefits  from  meeting  with  the  parents 
like  this  are  untold.  Not  only  because 
it  helps  to  generate  contracts  and 
referrals,  but  it’s  a chance  for  the 
recruiters  to  relax  from  the  pressure 
and  were  willing  to  answer  their 
questions  made  the  attendees  feel  that 
it  was  a worthwhile  event,”  he 
comments. 

As  the  tour  wound  its  way  back  to 
the  dock,  the  guests  were  treated  to  a 
film  about  boot  camp,  which  further 
enlightened  them  on  what  it  takes  to 
make  a Marine.  This  was  followed  by 
a question  and  answer  period.  Prior  to 
docking,  an  awards  ceremony  was 
held  in  which  poolees  and  local 
supporters  of  the  Marine  Corps  were 
honored  for  their  efforts  and  service. 
Also,  several  “new”  Marines  who  are 
home  on  boot  camp  leave,  led  the 
entire  boat  in  the  “Marines’  Hymn.” 


a question  and  answer  period.  Prior  to 
docking,  an  awards  ceremony  was 
held  in  which  poolees  and  local 
supporters  of  the  Marine  Corps  were 
honored  for  their  efforts  and  service. 
Also,  several  “new”  Marines  who  are 
home  on  boot  camp  leave,  led  the 
entire  boat  in  the  “Marines  Hymn.” 

Following  the  event,  GySgt  Hishon 
said  that  many  of  the  comments  he 
received  about  the  program  were  very 
upbeat.  “All  of  the  people  who  talked 
to  me  afterwards  said  that  this  program 
was  very  well  received  and  they 
enjoyed  it  because  of  the  unique  and 
professional  way  that  the  evening  was 
presented.  It  is  a successful  and  cost- 
effective  way  to  meet  the  parents  of 
these  young  people  and  one  of  the 
best  ways  to  get  you  message  across. 
This  is  one  program  alone  generated 
at  least  six  new  referrals  for  the  station, 
so  that  itself  proves  that  it  does  work,” 
Hishon  says. 

“Our  team  plans  to  use  this  program 
again  and  have  already  set  out  to 
present  a better  program  to  draw 
attention  and  response  to  the  Marines. 
It  works.  We  meet  the  parents  and 
potential  Marines,  motivate  our 
poolees,  present  a well-rounded 
program  explaining  what  it  takes  to 
become  a Marine  and  what  the  Corps 
has  to  offer,  and  most  of  all,  generate 
a source  of  information  for  the  local 
community  that  aids  us  in  our 
demanding  recruiting  effort,”  he 
concludes. 
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Montgomery’s  'Marathon  Man  ” 


By  Sgt  Raymond  L.  Braud 
BANCO,  RS  Montgomery 


For  most  Marines,  the  three-mile  run  portion  of 
the  physical  fitness  test  provides  enough  of  a 
challenge  to  make  recreational  running  out  of 
the  question.  But  for  some,  tackling  large  portions  of  real 
estate  in  one  outing  is  enjoyable. 

One  such  person  who  takes  running  very  seriously  is 
Sergeant  David  Robisheaux  of  Recruiting  Substation 


CpI  C.J.  McCormick 

The  Marathon  participants  run  past  the  Capitol  Building. 


Gulfport,  Mississippi,  who  recently  represented  the  6th 
Marine  Corps  District  well  in  the  Marine  Corps  Marathon 
in  Washington  D.C. 

“I’ve  been  running  competitively  since  7th  grade,”  says 
the  Morgan  City,  Louisiana  native.  Robisheaux  won  the 
school  district  championship  in  the  17  mile  run  in  seventh 
grade,  and  has  gone  on  to  win  numerous  events  since. 

“Between  then  and  the  most  recent  marathon,  I had 
quit  running  a couple  of  times.  One  of  those  times  was 
when  I was  overseas,”  says  Robisheaux. 

When  he  returned  stateside  in  March  1985,  Robisheaux 
began  training  for  his  first  marathon,  that  year’s  Marine 
Corps  Marathon.  He  finished  with  a time  of  3 hours  and 
14  minutes. 

Robisheaux’s  normal  training  regimen  consists  of  speed 
work  on  Tuesday  and  Thursday,  long  runs  on  Wednesday 
and  Sunday  and  on  the  other  days  he  runs  twice  a day, 
logging  in  four  to  six  miles  in  the  morning  and  eight  to 
ten  in  the  evening. 

He  was  one  of  six  Marines 
on  the  Marine  Corps 
Marathon  Team. 


“Speed  work  consists  of  running  twelve  miles  on  a 
track,  alternating  quarter  mile  laps,  one  at  full  speed,  one 
jogging,  for  three  miles;  a half-mile  all  out  and  a half 
jogging  for  three  more  miles,”  explains  Robisheaux.  He 
adds,  “On  Wednesday  my  long  run  is  anywhere  from 
15-17  miles,  and  on  Sunday  I do  from  18-22  miles. 

Robisheaux  has  participated  in  many  five  kilometer 
races  in  the  Gulfport  area  since  being  assigned  there  and 
has  won  about  20  of  them.  “My  personal  best  time  for  a 
5K  has  been  15:07,”  he  says. 

He  also  participates  in  road  races  in  New  Orleans,  and 
usually  does  no  worse  than  third  place.  “I  plan  on  breaking 
the  fifteen  minute  mark  in  about  another  month,” 
Robisheaux  relates. 

For  this  years’  Marine  Corps  Marathon,  Robisheaux 
was  one  of  six  Marines  comprising  the  Marine  Corps 
Marathon  team. 

Robisheaux’s  time  of  3 hours  and  38  minutes  was  good 
enough  to  be  the  best  time  on  the  team,  the  third  Marine 
finisher  and  67th  overall. 

“I  felt  pretty  good  about  this  run.  My  first  marathon  was 
well  over  three  hours,  my  second  one  was  3 hours  and 
9 minutes,  just  thirty  days  later,  then  a year  and  a half 
ago  I ran  in  2 hours  and  50  minutes,”  he  says. 

His  next  planned  marathon  is  in  late  January,  which  is 
the  Mardi  Gras  Marathan  in  New  Orleans,  La. 

To  top  off  all  of  his  excellent  off-duty  accomplishments, 
Sgt  Robisheaux  was  also  RS  Montgomery’s  Recruiter  of 
the  Year  for  Fiscal  Year  1987,  and  has  been 
recommended  for  meritorious  promotion  to  Staff 
Seargeant.  But  to  the  Marine,  it’s  all  in  a day’s  work. 
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HIPS  Liaison  --“Jack- 
of-aii-trades”  and 
master  of  quaiity 


By  Sgt  Pamela  Vajner, 
PANCO,  RS  Raleigh 


A national  automobile  manu- 
facturer prides  itself  with  the 
slogan,  “Quality  is  job  one.” 
This  is  also  an  accurate  description  of 
the  average  work  day  for  a Military 
Entrance  Processing  Station  (MBPS) 
Marine  Corps  Liaison. 

Gunnery  Sergeant  Charles  Gilreath 
says,  “Quality  control  is  essential.  As 
the  Marine  Liaison,  I have  to  ensure 
that  each  young  man  and  woman  who 
comes  through  here  is  mentally, 
morally  and  physically  qualified  for  the 
Marine  Corps.  I can’t  show  partiality  to 
any  of  the  young  people,  recruiters  or 
NCIQCs. 

The  34-year-old  Mooresville,  N.C., 
native  has  a genuine  warmth  that 


radiates  from  his  dark-colored  eyes 
and  boyish  smile.  “The  most  difficult 
part  of  this  job  is  when  I have  to  explain 
to  someone  who  really  wants  to  be  a 
Marine  that  they  are  disqualified  and 
have  to  go  home.” 

The  conversation  comes  to  a halt 
several  times.  The  telephone  rings,  the 
facsimile  machine  beeps,  names  are 
called  over  the  intercom,  and  potential 
Marines  come  in  and  out  of  the  small 
Marine  Liaison  office. 

The  MBPS  liaison  is  a “jack-of-all- 
trades”  and  many  of  the  jobs  that 
Gilreath  has  done  in  the  Marine  Corps 
have  prepared  him  for  this  job. 

Since  administrative  skills  are 
necessary  to  his  job,  Gilreath’s  admin 
background  has  proven  to  be  quite 
helpful  (his  original  MQS  is  01 93-- 
Admin  Chief). 

In  1976,  he  was  a tester  at  the 
MBPS  in  Charlotte.  “That  was  back 


when  the  facilities  were  called 
AFEES,”  he  remembers. 

After  that  tour,  Gilreath  was 
stationed  at  Headquarters  Marine 
Corps,  coordinating  enlistment 
assignments.  “I  worked  with  Parris 
Island  and  San  Diego  filling  jobs  and 
school  assignments.  That  has  given 
me  some  insight  into  what’s  involved 
on  the  ‘other’  end. 

From  Washington,  D.C.  Gilreath  and 
his  wife  of  12  years,  Billie;  son,  Charles 
Jr.,  1 1 ; and  daughter,  Billie,  6,  moved 
to  Rocky  Mount,  N.C. 

“I  started  off  as  a regular,  smooth- 
talking,  area  canvassing  recruiter,”  he 
relates.  “After  six  months,  I became 
the  NCQIC  of  RSS  Rocky  Mount. 
Seven  months  after  that,  I was  asked 
to  move  to  Raleigh  to  be  the  Marine 
Liaison  at  MBPS. 

“I  feel  like  I’ve  gone  the  full  circle 
and  I enjoy  all  aspects  of  recruiting. 
There  are  so  many  opportunities  in  the 
Marine  Corps.  If  you  approach  it  with 
the  right  attitude,  there’s  nothing  you 
can’t  do,”  the  gunny  muses. 

“I  guess,  to  be  honest,  the  one  thing 
that  I enjoy  most  about  this  job  is  the 
people.  In  the  Fleet,  the  only  people  I 
work  with  on  a regular  basis  are  other 
‘01  s’.  But  out  here,  I work  with  all  kinds 
of  people.  We’re  from  all  different 
fields  working  together  with  one 
common  goal-putting  quality  men  and 
women  into  the  Marine  Corps.” 


GySgt  Charles  Gilreath  in  his 
office  at  MBPS,  Raleigh,  N.C. 
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Sgt  D.L.  Cischke 
looks  through  some 
literature  with  an  ap- 
plicant. 

Sgt  Mike  Ford 


Self-motivation 
yields  success 

By  Sgt  Mike  Ford 
PANCO,  RS  Nashville 


^ ^^he  only  thing  he  lacked  at  the  particular  time  was 
I motivation  and  desire,”  says  Master  Gunnery 
■ Sgt  William  Boyd,  Recruiter  Instructor  for 
Recruiting  Station  Nashville,  Tennessee.  “Once  they  were 
not  forced  upon  him  and  his  eyes  were  opened,  the  desire 
was  there.  He  already  possessed  the  capabilities  to  be 
a success.” 

The  Master  Gunny  is  talking  about  a recruiter  who 
turned  it  around  from  one  year  to  the  next.  A recruiter  who 
went  from  an  APR  of  1.83  in  1986  to  a 3.17  in  1987. 

He’s  talking  about  Sgt  Dwight  L.  Cischke,  a recruiter 
in  Permanent  Contact  Station  Madison,  Tennessee  under 
Recruiting  Substation  Nashville.  Cischke,  selected  as  the 
RS  Nashville  Most  Improved  Recruiter  of  the  Year,  has 
been  on  recruiting  duty  for  28  months  and  is  now  making 
the  most  of  it.  But,  it  wasn’t  always  that  way... 

He  arrived  at  RS  Nashville  in  June  1985  and 
immediately  went  to  work  in  Nashville  at  the  RSS.  There 
wasn’t  a lot  of  time  left  in  the  fiscal  year  and  he  was  new 
so  he  wasn’t  looked  at  too  closely.  Things  started 
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happening  once  FY  86  rolled  around.  “I  was  doing  the 
best  I could  at  the  time  but  I was  not  performing  up  to  my 
capabilities,”  Cischke  says.  The  Kentucky  native  was 
under  a lot  of  pressure  when  the  year  started.  According 
to  Top  Boyd,  Cischke  was  a new  recruiter  going  into  a 
failing  station  that  had  been  one  of  nearly  two  and  a half 
years.  With  that  and  the  pressures  Cischke  put  on  himself, 
added  to  the  fact  that  there  was  a new  NCOIC  there, 
failure  was  possible  from  the  start. 

Cischke  tried  new  techniques,  different  approaches, 
everything  he  could  think  of,  but  nothing  happened.  He 
visited  with  the  Recruiter  Instructor  in  an  attempt  to  solve 
the  problem  behind  his  poor  performance.  Aside  from  the 
outside  pressures,  which  could  be  dealt  with,  the  problem 
seemed  to  lie  within.  He  finally  reached  the  point  where 
it  seemed  that  nothing  would  work. 

At  the  end  of  his  nine  month  evaluation,  a relief  package 
was  drawn  up  to  terminate  him  from  recruiting  duty.  But 


' There  was  a part  of  me 
that  didn't  want  to  be  relieved. ' 


the  Rl  had  faith  in  what  he  saw  in  Cischke  and  requested 
a three-month  extension  to  see  if  Cischke  could  possibly 
pull  out  of  his  tail-spin. 

The  extension  was  approved  in  May  1986  and  that’s 
when  a chain-of-events  took  place  that  turned  it  all  around. 


Dixie  Digest 


Cischke  was  given  an  ultimatum  by  the  Rl-stay  and  be 

successful  because  he  had  the  potential,  or  leave 
recruiting  duty. 

At  first  I had  mixed  emotions,”  Cischke  says.  ‘‘It  was 
a great  relief  since  I knew  I wouldn’t  have  to  put  up  with 
the  situation  anymore  and  I knew  I’d  finally  get  to  spend 
time  with  my  family.  There  was  a part  of  me,  though,  that 
didn’t  want  to  be  relieved  because  it  was  a blow  to  my 
pride  to  be  sent  back  to  the  fleet  without  being 
successful.” 

Top  Boyd  told  him  that  he  should  have  flunked  out  in 
recruiter  school  rather  than  coming  out  here  to  just  quit. 
After  that  conversation  he  was  given  a second  change. 
(The  first  being  the  extension.)  He  was  allowed  to  move 
to  another  RSS  in  the  same  vicinity  (now  PCS  Madison) 
for  three  months  to  see  how  he  could  do. 

When  he  arrived  in  Madison,  things  were  different  right 
off  the  bat.  GySgt  C.  C.  Conner,  his  new  NCOIC,  cut  him 
loose  and  didn’t  over-supervise  him.  ‘‘He  told  me  that  I 


'Success  breeds  success. ' 


was  a Sergeant  in  the  Marine  Corps  and  if  I couldn’t  be 
responsible  and  if  I wasn’t  responsible,  then  I wouldn’t 
be  wearing  that  rank,”  Cischke  says.  ‘‘He  told  me  I had 
certain  minimum  goals  to  reach  and  he  said  to  do 
whatever  I had  to  do  to  accomplish  the  mission.” 

Given  his  second  lease  on  life,  Cischke  started  over. 
He  says  GySgt  Conner  and  his  present  NCOIC,  GySgt. 
T.  D.  Fussell,  left  him  to  manage  his  own  responsibilities. 

Cischke  gives  GySgt  Fussell  a lot  of  the  credit  for  the 
change  he  experienced.  ‘‘He  helped  me  turn  around,”  he 
says.  ‘‘He  didn’t  constantly  look  at  my  Scheduling  and 
Results  book  or  tell  me  what  time  to  be  at  work  or  what 
time  to  go  home.  He  gave  me  the  bottom  line  and  I did  it.” 
But  just  how  did  Cischke  do  what  he  did? 

According  to  Top  Boyd,  success  breeds  success.  ‘‘It’s 
common,”  says  Top.  ‘‘If  a new  recruiter  goes  into  a station 
that’s  a failure  or  has  been  a failure,  he  feels  like  a failure 
before  he  ever  starts.  Only  when  you  get  an  individual  in 
who  will  set  the  pace;  an  individual  with  credentials  to  back 
them  up,  will  a new  recruiter  feel  like  a winner.  He’ll  then 
possess  the  same  attitude  and  work  with  the  same 
momentum  as  the  other  recruiters  because  he  can’t  afford 
to  be  considered  the  weak  link  in  the  chain.  When  that 
momentum  happens,  success  is  right  behind  it.” 

Sgt  Cischke  humbly  says  he  did  the  best  he  could 
during  FY  87  and  it  is  evident  according  to  this  statistics. 
In  FY  86  he  was  in  the  bottom  10  out  of  60  recruiters.  In 
FY  87  he  rose  to  the  top  10.  He  was  number  five  in  the 
RS  in  terms  of  gross  contracts  with  40.  His  comeback 
coincided  with  the  comeback  of  RSS  Nashville. 

Without  his  improved  performance,  things  might  have 
been  different.  Not  wanting  to  take  any  credit,  he  certainly 
did  his  part  as  did  the  other  five  recruiters  in  Nashville. 
But  something  brought  the  RSS  up  from  the  bottom.  Last 
year  they  were  number  eight  out  of  10  stations  and  this 
year  they  are  on  the  top.  RSS  Nashville  took  several 


annual  honors  due  to  the  efforts  of  the  six  recruiters  and 
their  NCOIC.  They  include:  Station  of  the  Year,  NCOIC 
of  the  Year,  Rookie  Recruiter  of  the  Year,  Most  Improved 
Station  of  the  Year  and  Most  Improved  Recruiter  of  the 
Year. 

Four  of  the  six  recruiters  finished  the  year  with  a 3.0 
APR  or  better  and  three  of  those  recruiters  finished  in  the 
top  10  for  the  year.  One  was  second  runner-up  for 
Recruiter  of  the  Year. 

Cischke  says  his  attitude  has  turned  around  as  much 
as  his  production.  ‘‘I  just  do  the  best  I can,”  he  says.  ‘‘If 
it  happens,  great,  and  if  not  then  it  wasn’t  meant  to  be. 
Now  I recruit  as  much  as  I can  but  1 don’t  worry  about 
writing  three  or  four  contracts.  If  I do,  that’s  great.  If  I don’t, 

I don’t  worry,  because  it  will  all  add  up  in  the  end. 

‘‘I  try  to  recruit  these  young  men  the  way  I’d  want  to 
be  recruited,”  he  explains.  ‘‘I  tell  them  everything  to 
expect  in  boot  camp,  after  boot  camp  and  during  their 
career.  I also  get  personally  involved  with  them  and  I hate 
to  see  them  leave.  I get  attached  to  their  parents,  their 
counselors  and  teachers  and  I get  involved  with  them. 
That’s  the  way  I establish  rapport.  When  that  happens, 
the  word  gets  around.” 

His  goal  before  leaving  independent  duty  is  to  be 
meritoriously  promoted.  A year  apo  that  goal  might  have 
seemed  a long  shot  but  it  is  now  within  his  grasp.  He  made 
a change  last  year  that  worked  for  him  and  will  probably 
continue  to  work  for  him.  ‘‘I  wasn’t  selling  myself  when 
I first  got  here,”  he  says.  ‘‘Now  it’s  different.  When  I sell 
the  Marine  Corps  I am  selling  myself  because  I am  what 
some  young  man  or  woman  sees  in  front  of  them.  If  they 
see  good  in  me,  they  see  good  in  the  Marine  Corps  and 
if  they  see  bad  in  me,  they  see  bad  in  the  Corps.  You 
become  the  Marine  Corps  when  you  talk  to  them.  It’s  not 
later  on  for  them,  it’s  what  they  see  right  then.” 

He’s  got  a basic  philosophy  that  he  works  by  now.  He 
credits  Top  Boyd  and  their  conversation,  some  18  months 
ago,  with  instilling  it  in  him.  ‘‘If  someone  tries  to  make  you 
become  successful  and  make  you  work  to  be  successful 
it’s  demotivating  and  it  won’t  work,”  he  explains.  ‘‘You 
have  to  want  to  do  it  for  yourself.  It’s  more  rewarding  if 
you’re  doing  it  for  yourself  rather  than  for  everyone  else. 
You  have  to  go  and  get  it  for  yourself,  by  yourself.” 
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A Closer  Look 


New 

command 

established 

HQMC 

Washington,  D.C. 


Since  his  first  days  as  the  new 
Commandant  of  the  Marine  Corps, 
Gen  A.  M.  Gray  has  emphasized  the 
need  to  return  to  the  basics  and  hone 
the  Corps'  warfighting  capabilities. 

General  Gray  stated  at  his  nomina- 
tion hearings  before  Congress  that  he 
intended  to  expand  the  role  of  the 
Marine  Corps  Development  and  Edu- 


Marine 

Security 

Guards 

needed 


HQMC 

Washington,  D.C. 

Now  that  some  of  the  publicity  has 
died  down,  it's  time  to  get  back  to  the 
serious  business  of  locating  qualified 
Marines  to  serve  around  the  world  as 
Marine  Security  Guards  in  support  of 
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cation  command  (MCDEC)  at  Quan- 
tico  to  increase  the  Corps'  efficiency 
in  training,  education,  planning,  mate- 
riel requirements  identification,  and 
concept  and  doctrinal  development. 

Only  four  months  later,  the  first 
major  step  towards  that  goal  occurred 
November  10  as  General  Gray  an- 
nounced the  establishment  of  the 
Marine  Corps  Combat  Development 
Command  (MCCDC),  at  Quantico, 
Va. 

By  combining  MCDEC  with  several 
Headquarters  Marine  Corps  elements, 
the  newly  reorganized  command  is 
mand  is  designed  to  ensure  standard- 
ized doctrine  and  training  throughout 
the  Marine  Corps  and  to  ensure  that 
Marines,  in  General  Gray's  words, 
are,  "The  best  trained,  best  led,  best 
disciplined  and  best  equipped  fighting 
force"  possible. 

The  Marine  Corps  Combat  Develop- 
ment Command  will  develop,  assess, 
and  disseminate  operational  con- 
cepts, plans  and  doctrine;  identify 
changes  to  doctrine,  training,  force 
structure  and  materiel;  and  develop 
and  implement  policy  and  programs 
for  the  training  and  education  of  all 
Marines,  units  and  schools. 


The  command  will  include  five 
centers  responsible  for  air,  ground 
and  logistics  warfighting;  training  and 
education;  intelligence;  wargaming 
and  assessment;  and  information 
technology. 

A Marine  Corps  Schools  Command 
will  be  activated  also  to  standardize  in- 
structional curricula,  materials  and 
techniques  throughout  the  Marine 
Corps. 

In  addition.  Marine  Corps  Base, 
Quantico  will  be  established  to  con- 
solidate the  functions  of  administra- 
tion, legal,  logistics,  civilian  personnel 
management,  and  facilities  for  the 
entire  Marine  Corps  Combat  Develop- 
ment Command. 

Much  is  still  to  be  done  before  the 
reorganization  is  completed,  such  as 
the  identification  of  those  functional 
areasthat  will  migratefrom  Headquar- 
ters Marine  Corps  to  MCCDC,  the 
accompanying  structure,  staffing  of 
billets  and  rehabilitation  of  spaces.  A 
transition  team,  headed  by  Brigadier 
General  John  I.  Hopkins,  has  been 
assigned  to  address  these  issues. 

It  is  anticipated  that  the  functional 
areas  migration  and  personnel  moves 
will  be  completed  by  August  1988. 


the  Department  of  State. 

According  to  Maj  John  R.  Sykes, 
plans  officer,  MSG  Section,  HQMC, 
the  number  of  Marines  volunteering 
for  MSG  duty  has  decreased  some- 
what since  the  situation  at  the 
Moscow  Embassy  came  to  light  in 
early  1987.  Many  Marines  appeared 
hesitant  to  volunteer,  and  those  that 
did  come  forward  have  indicated  a 
concern  for  the  stiffer  screening  proc- 
esses established  in  April. 

ALMARs  248-87  and  249-87, 
published  Qct  30,  are  meant  to  clarify 
and  speed  up  this  screening  process 
for  MSG  volunteers,  he  explains. 

In  April,  major  commands  were 
directed  to  convene  a review  board  of 
qualified  officers  and  staff  NCQs  to 
screen  nominees  for  the  MSG  Pro- 


gram. (Applicants  in  the  6th  Marine 
Corps  District  will  be  screened  by  a 
board  convened  at  District  Headquar- 
ters). 

Also  in  April,  initial  medical  qualifi- 
cation screening  was  expanded  to 
include  a psychological  evaluation. 
Plans  now  call  for  this  psychological 
screening  to  take  place  at  MSG  School 
in  Quantico  during  training. 

Basic  requirements  for  MSG  appli- 
cants have  not  been  changed  and  are 
outlined  in  Marine  Corps  Qrder 
1 306. 2M.  Marines  interested  in  addi- 
tional information  concerning  poten- 
tial assignment  to  Marine  Security 
Guard  duty  at  one  of  the  137  diplo- 
matic missions  around  the  world 
should  consult  this  order  and  contact 
their  unit  career  counselor. 
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JROTC 

instructor 

openings 


Getting  ready  to  hang  up  the  old 
sea  bag  but  don't  want  to  completely 
cut  your  ties  with  the  Corps  and  your 
pay  and  allowances? 

The  Eighth  Marine  Corps  District 


has  the  answer.  They  have  openings 
NOW  for  qualified  Marines  as  Senior 
Marine  Instructors  (SMIs)  and  Marine 
Instructors  (Mis)  for  Junior  ROTC 
units  at  three  Southwest  high 
schools. 

Rio  Grande  High  School  in  Al- 
buquerque, New  Mexico  has  a posi- 
tion open  for  an  SMI  and  an  Ml.  Both 
Caprock  High  School  in  Amarillo, 
Texas  and  Pasadena  High  School  in 
Pasadena,  Texas  have  positions  open 
for  Mis.  All  four  positions  are  available 
immediately! 

To  qualify  as  an  SMI  you  must  be  a 
retired  Marine  Corps  Officer  (less  than 


3 years  since  retirement),  a college 
graduate  with  20  years  minimum 
service  and  an  exemplary  record. 

To  become  an  Ml  you  must  be  a 
retired  officer  or  SNCO  (less  than  3 
years  since  retirement)  with  20  years 
minimum  service.  You  mustalso  have 
a high  school  diploma  or  GED  equiva- 
lent and  have  an  exemplary  record. 

Instructors  receive,  at  a minimum, 
active  duty  pay  and  allowances  with 
the  possibility  of  additional  pay  from 
their  school  district. 

For  more  information,  contact 
Capt  Sneed  or  M.  Bryan  at  (504)  361- 
2523  or  Autovon  485-2374. 


Contact  Team  Tips 


Training  program  essential 


Without  a doubt  the  Marine 
Corps  is  the  most 
successful  military  organi- 
zation in  the  world  today.  If  we  take 
a look  at  our  long  and  illustrious 
history  we  see  a combination  of 
things  that  have  contributed  to  our 
success. 

First  and  foremost,  we  are  a 
mission-oriented  organization 
steeped  in  tradition;  a “Force  in 
Readiness.”  To  maintain  this  high 
state  of  readiness  requires 
dedication,  and  well  developed 
training  programs  to  keep  our  skills 
as  sharp  as  a razor’s  edge! 

This  “skill  sharpening”  applies  to 
recruiting  duty  in  that  we  are 
continuously  required  to  be  ready  to 
accept  the  challenges  ahead  of  us. 
What  prepares  us  for  these 
challenges  is  the  type  of  training  we 
receive  and/or  conduct  at  the 
District,  RS,  and  RSS  level.  Our 
training  as  recruiters  begins  from 
the  first  day  of  boot  camp  where  we 
start  developing  our  product 
knowledge,  continues  through  MOS 
formal  schools,  and  evolves  through 
Recruiters  School.  This  early 
training  firmly  entrenches  just  the 
beginnings  of  a continuous  cycle 
that  will  continue  throughout  our 


tour  of  recruiting  and  our  careers  as 
Marines. 

What  really  makes  a training 
program  effective?  Some  factors 
include  the  attitudes  of  the  Marines 
presenting  the  training  and  of  the 
Marines  receiving  the  training; 
coupled  with  creativity  and 
imagination  to  enhance  it  (i.e.  not 
the  same  subjects  over  and  over.) 
Also,  varying  the  methods  of 
instruction  while  involving  the 
Command  Group,  NCOIC’s.  and 
recruiters  will  give  your  training 
program  an  added  twist  the 
participants  will  look  forward  to. 

We  realize  that  training  is  an 
ongoing  process.  Whether  it’s 


"Heh-heh,  little  do  those  people  realize  that  they  are 
dealin'  with  a student  of  eight  hours  of  hand  t'  hand 
combat." 


being  done  on  a daily  basis.  What 
we  teach  our  recruiters  should 
cover  a wide  range  of  subjects,  for 
example: 

☆ Using  the  3-6-9  evals  to 
train  new  Recruiters 

☆ Sales  training 

☆ Product  knowledge 

☆ Personal  (Conduct 

☆ Defensive  driving 
These  are  just  a few  of  the 

subjects  that  can  be  impacted  on, 
not  only  in  our  monthly/quarterly 
training  for  all  hands,  but  reinforced 
on  training  and  assistance  visits  by 
Command  Group  Members  and 
during  weekly/daily  meetings  by 
NCOIC’s  with  their  recruiters  to 
emphasize  the  importance  of  the 
training  that  is  being  conducted. 

Each  month  on  recruiting  duty  is 
like  going  to  spring  training,  we 
have  to  remember  the  basics  of 
recruiting,  while  building  on  the 
things  that  made  us  successful 
yesterday,  and  maximizing  their 
impact  on  us  today,  and  in  the 
future.  The  keys  to  a successful 
training  program  are  our  attitudes, 
creativity,  imagination,  and  “Will  to 
Win.”  These  ingredients  will 
continue  to  make  training  an 
important  part  of  our  success  here 
in  the  Sixth  Marine  Corps  District. 

SEMPER  FI 
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RAO  Notes 


By  IstLt  J.H.  Spann,  Jr. 
RAO 


Many  teenagers  turn  to  TV  for  information  about  new 
products  but  tend  to  be  dissatisfied  with  the  content  of 
commercials,  according  to  a new  study  by  Teenage 
Research  Unlimited  (TRU). 

The  Lake  Forest,  III.,  company  found  that  64  percent 
of  2,000  interviewees,  ages  12  to  19,  said  they  get  new 
product  information  from  television.  And,  36  percent  said 
they  often  pursue  products  after  seeing  commercials. 

About  75  percent  of  teens  in  the  TRU  survey  said  that 
TV  spots  do  not  give  them  desired  information,  and  65 
percent  indicated  they  believe  commercials  talk  down  to 
them. 

During  August,  I conducted  my  own  survey  in  my 
suburban  Atlanta  neighborhood.  I invited  fifteen  teens 
between  the  ages  of  13  and  18  into  my  home  to  view  our 
new  “Knight”  spot.  While  I had  a captive  audience,  I also 
showed  the  our  “Sword,”  “Graduation,”  and  “Knight” 
spots. 

Research  conducted  by  TRU  indicated  that  many  teens 
are  skipping  over  commercials,  but  my  informal  survey 
proved  that  our  Marine  Corps  commercials  captured  the 
attention  of  those  teens  in  my  living  room.  The  general 
consensus  was  that  our  commercials  were  unique, 
motivating  and  action  oriented.  Many  of  the  high  schoolers 
were  impressed  by  the  fact  that  our  commercials  don’t 
look  like  commercials.  “Maybe  the  beginning  of  a movie, 
but  not  an  ordinary  commercial,”  thev  said,  “They  were 
great!” 

To  be  called  “great”  by  experts,  advertising  should  do 
something  more  than  be  watched;  it  must  be  talked  about, 
according  to  Peter  Cornish,  senior  Vice  President  and 
group  creative  director  at  N.  W.  Ayer,  New  York.  It  must 
be  so  unique  that  it  becomes  a topic  of  conversation,  not 
just  at  the  agency  or  with  client,  but  among  members  of 
the  sales  force,  the  trade,  the  competition  and  the  general 
public.  It  must  be  so  audacious  that  it  gets  written  about 
in  the  newspapers,  discussed  in  supermarkets,  worried 
about  in  boardrooms  or  even  talked  about  on  talk  shows. 

When  an  ad  gets  talked  about,  it  multiplies  the  effect 
of  the  advertising  budget,  and  certainly,  our  Public  Service 
advertising  has  accomplished  this  when  PSA  support  is 
obtained  from  local  TV  and  radio  stations. 

Our  polished,  well-produced  PSAs  are  well  received  by 
the  Public  Service  Directors  throughout  the  District.  They 
take  pride  in  airing  our  PSAs  --  especially  those  with  a 
great  community  message  such  as  the  “Anti-drug”  PSA. 

Our  anti-drug  or  “Machine”  PSA  was  well-received  by 
the  high  schoolers  I polled.  It’s  a message  they  could 
identify  with.  Many  commercial  messages  are  made  for 
adults,  but  watched  by  teens.  In  contrast,  our  slick,  well- 
produced  sports  are  geared  for  the  youth  market,  but  they 
have  captivated  audiences  of  all  ages.  This  attribute  is 
truly  an  asset  in  marketing  our  PSAs  to  Public  Service 
Directors. 


A new  USMC  public  service  announcement  discourages 
young  people  from  using  drugs. 

For  the  Public  Service  Directors,  who  take  pride  in 
adding  a local  tie  to  our  PSAs,  we  can  now  present  them 
our  new  Recruiter  Production  Package.  This  package  will 
further  multiply  the  effect  of  our  advertising  budget  by 
putting  the  local  recruiter  on  television.  Soon,  we  will  have 
a similar  package  targeted  to  our  radio  stations.  But,  for 
now  we  must  concentrate  our  efforts  on  television. 

While  the  PANCOs  are  primarily  responsible  for  our 
achievement  on  Public  Service  attainment,  recruiter 
involvement  assists  in  our  saturation  of  the  airwaves  with 
Marine  Corps  PSAs.  We  have  great  PSAs  - it’s  just  a 
matter  of  marketing  them.  We  have  done  quite  well  in 
marketing  our  PSAs,  but  we  can  always  improve. 

Not  only  does  PSA  support  from  TV  and  radio  stations 
(let’s  not  forget  outdoor)  multiply  our  advertising  budget 
- it  also  creates  a reservoir  of  good  will  toward  the  Marine 
Corps  that  will  sustain  us  during  difficult  times,  adverse 
publicity,  or  intense  competition.  This  is  important  for  us 
because  of  our  limited  ad  budget,  especially  when  PSAs 
are  aired  during  time  priods  that  would  be  cost-prohibitive. 

In  spite  of  what  hour  our  Public  Service  Advertising  is 
aired,  the  fact  is  that  it  will  eventually  reach  our  target 
market.  Whether  it  be  with  the  Superstation  WTBS  in 
Atlanta  or  WRAL  in  Raleigh,  the  bottom  line  is  that  we 
must  saturate  the  airwaves  in  order  to  reach  our  teen 
market. 

When  it  comes  to  advertising  techniques,  teens 
demonstrate  a clear  preference  for  advertising  that  is 
stylish,  fast-paced  and  full  of  imagery  and  color.  And  not 
only  does  our  advertising  display  these  characteristics, 
but  each  of  our  recruiters  out  in  the  field  selling  the  Corps 
displays  it.  We  know  that  our  advertising  is  intended  to 
create  awareness  in  order  to  produce  leads.  And  with  the 
quality  of  our  advertising,  we  can’t  fail! 


Dm^  wreck  it 
wkhdntgs. 
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District  Pacesetters 


RS  Jacksonville 

Heading  up  the  Cavalier  Breed  for  the  month  of 
November  \was  last  year’s  Rookie  of  the  Year, 
Staff  Sergeant  Chris  S.  Chenoweth  with  a total 
of  five  contracts. 

The  RSS  Tallahassee  recruiter  penned  four  CAT  Ms  and 
fifty  percent  of  his  regular  contracts  were  QEPs. 

“I  worked  real  close  with  the  command  recruiters  here,” 
says  Chenoweth.  ‘‘CpI  Allen,  who’s  a recruiter  aide,  was 
responsible  for  a lot  of  the  contracts.  You  just  can’t  do 
it  alone  that’s  for  sure.” 

‘Tm  just  trying  to  help  the  station  make  mission  and 
not  worry  about  any  individual  accomplishments.  The  key 
to  success  is  to  be  a team  player  all  the  time,”  concludes 
the  Alabama  native. 

RS  Macon 

he  race  for  Recruiter  of  the  Month  at  RS  Macon, 
GA,  ended  in  a two  way  tie  for  November. 
Gunnery  Sergeant  John  N.  Huffman,  RSS 
Jonesboro,  Ga.,  and  Sergeant  Jeffrey  W.  Toner,  RSS 
North  Charleston,  S.C.,  won  the  honors. 

This  is  the  second  month  in  a row  for  GySgt  Huffman. 
He  wrote  five  alpha’s  this  month  and  four  were  QEP’s. 
Huffman  says  he  has  no  special  techniques  or  favorite 
assests  he  uses,  just  being  a Marine  is  enough. 

Sgt  Toner  reported  aboard  in  September  and  has  been 
on  production  for  only  1 .50  months.  He  wrote  six  of  which 
four  were  alpha’s.  Additionally,  three  are  QEP’s,  one  is 
a CEP  and  two  of  the  three  grads  are  for  February. 

Sgt  Toner  says  the  same  thing  that  works  for  GySgt 
Huffman  works  for  him,  being  a professional. 

“I  give  everybody  straight  scoop  and  treat  students, 
teachers  and  my  poolees  like  people  instead  of  just 
assests  to  be  used.  By  making  friends  first,  I already  have 
people  coming  to  me,”  exclaims  Toner. 

RS  Montgomery 

Sgt  Ruben  Johnson  of  Recruiting  Substation 
Montgomery,  Ala.  wrote  six  contracts  to  earn  top 
honors  as  the  RS  Montgomery  Large  Station 
Recruiter  of  the  Month. 

Staff  Sergeant  Ricky  White  of  RSS  Tuscaloosa,  Ala., 
wrote  three  contracts  to  earn  him  the  small  station  top 
honors  for  November. 

“A  few  good  career  days,  and  a good  working  pool  is 
what  helped  me  during  November,”  says  White.  He  had 
two  QEP  contracts  for  the  month,  and  three  tier  one 
contracts.  He  was  last  year’s  Recruiter  of  the  Year. 

Johnson’s  success  can  be  attributed  to  a methodical 
approach  to  his  job,  and  good  help  from  his  NCOIC. 


RS  Nashville 

Once  again  taking  the  top  spot  for  Recruiting 
Station  Nashville  recruiters  is  Sgt  Don  Hruza,  of 
RSS  Nashville.  Hruza  wrote  five  contracts  during 
the  month  of  November  with  all  of  those  being  IIIAs.  Of 
his  contracts,  one  was  a senior  and  the  others  were  grads. 

Hruza  says  his  motivation  is  the  chase  for  Recruiter  of 
the  Year  for  FY88.  Hruza  finished  as  second  runner-up 
for  Recruiter  of  the  Year  during  FY87  and  is  determined 
to  be  in  the  top  spot  at  the  end  of  the  year.  ‘‘I  was  shooting 
for  the  Navy  Achievement  Medal  for  the  Fall  Campaign 
since  I fell  short  on  Recruiter  of  the  Year,”  he  says.  He’s 
doing  all  he  can  to  realize  his  goal  of  being  meritoriously 
promoted  to  Sgt  and  he  gives  his  recruiting  team  a lot  of 
the  credit  for  that.  ‘‘I  like  working  with  the  team  in  RSS 
Nashville,”  he  says.  ‘Thanks  to  the  NCOIC,  we  always 
strive  to  consistently  stay  at  the  top  together.  This  year 
my  goal  is  to  finish  as  Recruiter  of  the  Year,  not  runner- 
up.” 

RS  Orlando 

Bringing  in  nine  contracts  for  the  month  of 
November  and  leading  his  RS  Orlando 
“Pacesetter”  counterparts  is  SSgt  Clifton  Lee, 
of  RSS  St.  Petersburg,  FL. 

SSgt  Lee  says  that  he  owes  all  his  success  to  his  pool. 
“I  have  a lot  of  good  kids  in  the  pool  that  really  help  me. 

I would  have  to  say  that  my  entire  program  revolves 
around  my  pool,  due  to  the  vast  amount  of  aid  that  they 
provide  to  me.” 

According  to  the  31 -year-old  native  of  Florence,  S.C., 
persistence  and  hard  work  are  a big  part  of  being  able 
to  succeed  on  the  streets.  “To  use  an  old  saying,  ‘you 
have  to  keep  your  nose  to  the  grindstone’  out  here,”  he 
says.  “You  have  to  stay  on  top  of  things  and  make  sure 
that  you  take  care  of  everything  from  the  poolees  to  the 
paperwork  to  keeping  yourself  motivated  and  ready  to  go 
to  work  every  day.  It’s  tough  at  times,  but  you  have  to  keep 
marching  if  you  want  to  be  successful  and  meet  the  goals 
you  have  set  for  yourself,”  he  concludes. 

RS  Raleigh 

With  six  contracts  under  his  belt,  RSS 
Jacksonville’s  Gunnery  Sergeant  Willie  L. 
Walker  walked  away  with  Recruiter  of  the  Month 
honors  for  November. 

The  30-year-old  Cocoa,  Fla.,  native  is  even-tempered 
and  easy-going.  “But,”  Walker  says,  “I  don’t  give  up 
easily  or  take  ‘No’  for  an  answer. 

“My  poolees  are  a very  important  part  of  my  recruiting 
efforts,”  he  explains.  “You  have  to  keep  the  pool 
motivated  and  involved  in  what  you  are  doing.  It  benefits 
recruiting  and  gets  them  started  out  right.” 

Walker  concludes  that  the  quest  for  excellence  is  his 
driving  force.  “Being  one  of  the  best  is  a tough  job. ..but 
somebody’s  gotta  do  it!” 
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NAVY  ACHIEVEMENT  MEDAL  MERITORIOUS  MAST 


CERTIFICATE  OF  ACHIEVEMENT 


District 

MGySgt  U.L.  Bailey 

RS  Macon 

Sgt.  D.H.  Miller 


RS  Macon 

SSgt  D.G.  Shelkey 
SSgt  C.A.  Leighty 
SSgt  J.P.  Crittenden 
SSgt  R.M.  Daniels 
Sgt  D.W.  Christian 
Sgt  D.S.  Haynes 
Sgt  A.  Williams 


CERTIFICATE  OF  COMMENDATION 


RS  Orlando 
RS  Nashville 

PHOENIX  AWARD 
RS  Macon 

GySgt  W.J.  Whipple 


RS  Jacksonville 

SSgt  G.R.  Price 

RS  Macon 

GySgt  C.L.  Russell 
GySgt  J.N.  Cunningham 

RS  Montgomery 

CpI  C.E.  Reeves 
SSgt  E.D.  Crews 

RS  Nashville 

Sgt  H.L.  Bryant 
SSgt  R.C.  White 

RS  Orlando 

Sgt  H.R.  Bradford 
GySgt  G.W.  Hopkins 

RS  Raleigh 

SSgt  J.N.  Moss 
SSgt  R.R.  Rivers 


MERITORIOUS  PERFORMANCE  IN 
OFFICER  PROCUREMENT 

District  Officer  Procurement  Team 

LETTER  OF  APPRECIATION 

RS  Macon 

Sgt  N.L.  Hill 


Rs  Montgomery 

Sgt.  L.O.  Zimmerman 

CENTURION  AWARD 
RS  Jacksonville 

SSgt  Donald  R.  Phillips 


CERTIFICATE  OF  RECRUITING 
EXCELLENCE 

RS  Nashville 

GySgt  J.A.  Cartwright 


V, 


American  HMrt 

Association 


Recruiter  Honor  Roll 


9 contracts 

Sgt.  C.  Lee,  RSS  St.  Petersburg,  Fla. 

6 contracts 

GySgt  W.L.  Walker,  RSS  Jacksonville,  N.C. 
Sgt  J.W.  Toner,  RSS  N.  Charleston.  S.C. 

Sgt  R.  Johnson,  RSS  Montgomery,  Ala. 

SSgt  T.  Williams,  RSS  Pensacola,  Fla. 

5 contracts 

GySgt  L.E.  Campbell,  RSS  Savannah,  Ga. 
SSgt  J.M.  Bethea,  RSS  Albany,  Ga. 

SSgt  C.S.  Chenoweth,  RSS  Tallahassee,  Fla. 
SSgt  C.L.  Smith,  Jr.,  RSS  Jacksonville,  Fla. 
SSgt  S.M.  Szymoniak,  RSS  Gainesville,  Fla. 
CpI  D.  Ivey,  RSS  Ft.  Lauderdale,  Fla. 

Sgt  D.A.  Hruza,  RSS  Nashville,  Tenn. 

SSgt  A.J.  Bustemante,  RSS  Knoxville,  Tenn. 
Sgt  M.R.  Kearney,  RSS  Knoxville,  Tenn. 

SSgt  D.L.  Godbee,  RSS  Murfreesboro,  Tenn. 
GySgt  J.N.  Huffman,  RSS  Jonesboro,  Ga. 


Sgt.  D.  Robisheaux,  RSS  Gulfport,  Miss. 
SSgt  M.  Gibson,  RSS  Jackson,  Miss. 

4 contracts 

SSgt  M.O.  Biddle,  RSS  Daytona  Beach,  Fla. 
SSgt  B.E.  Moses,  RSS  Savannah,  Ga. 

SSgt  D.R.  Phillips,  RSS  Albany,  Ga. 

Sgt  G.F.  Purvis,  RSS  Jacksonville,  Fla. 

CpI  J.S.  Bosarge,  RSS  Brunswick,  Ga. 

Sgt  L.E.  Harris,  RSS  Cocoa,  Fla. 

SSgt  B.L.  Eddy,  RSS  Ft.  Lauderdale,  Fla. 
SSgt  R.  Uvalle,  RSS  Ft.  Myers,  Fla. 

Sgt  B.R.  Adams,  RSS  Lakeland,  Fla. 

SSgt  H.F.  Healy,  RSS  Leesburg,  Fla. 

Sgt  S.  Swan,  RSS  Leesburg,  Fla. 

GySgt  D.T.  Silcox,  RSS  Orlando,  Fla. 

Sgt  M L.  Phelps,  RSS  Orlando,  Fla. 

Sgt  L.  Espinal,  RSS  South  Dade.  Fla. 

Sgt  S.  Villanueva,  RSS  Tampa,  Fla. 

Sgt  S.  Allen,  RSS  Durham,  N.C. 


SSgt  S.L.  Scroggins,  RSS  Chattanooga,  Tenn. 
SSgt  C.l.  Davis,  RSS  Huntsville,  Ala. 

GySgt  W.F.  Coleman,  Jr.,  RSS  Nashville,  Tenn. 
SSgt  G.W.  Brewer,  RSS  Knoxville,  Tenn. 
SSgt  J.E.  Jones,  RSS  Memphis,  Tenn. 

SSgt  G.W.  Johnson,  RSS  Memphis,  Tenn. 
Sgt  K.J.  Teeter,  RSS  Clarksville,  Tenn. 

Sgt  G.Z.  Elliott,  RSS  Augusta,  Ga. 

Sgt  J.C.  Fuller,  RSS  Columbus,  Ga. 

SSgt  M.S.  Moore,  RSS  Columbia,  S.C. 

Sgt  R.C.  Cawley,  RSS  Greenville,  S.C. 

Sgt  M.H.  Schmitt,  RSS  Greenville,  S.C. 

GySgt  W.J.  Billingslea,  Jr.,  RSS  Greenville,  S.C. 
Sgt  D.S.  Haynes,  RSS  Lawrenceville,  Ga. 
SSgt  D.G.  Shelkey,  RSS  N.  Charleston,  S.C. 
Sgt  M.  Holcombe,  RSS  Birmingham,  Ala. 

CpI  S.  Hubbard,  RSS  Jackson,  Miss. 

SSgt  F.  Dodd,  RSS  Panama  City,  Fla. 

SSgt  H.  Thomas,  RSS  Panama  City,  Fla. 
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1987  Procurei 

SHIPPING 

nent  Rei 

nilts 

PS  Reg  + 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

2 2 100.0 

50  51  102.0 

52  53  101.9 

2 2 100.0 

Mac 

3 2 66.7 

77  78  101.3 

80  80  100.0 

2 2 100.0 

Mon 

2 2 100.0 

55  55  100.0 

57  57  100.0 

3 3 100.0 

Nas 

2 3 150.0 

50  50  100.0 

52  53  101.9 

2 2 100.0 

Orl 

4 4 100.0 

113  113  100.0 

117  117  100.0 

4 4 100.0 

Ral 

2 2 100.0 

54  54  100.0 

56  56  100.0 

2 2 100.0 

Dist 

15  15  100.0 

399  401  100.5 

414  416  100.5 

15  15  100.0 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Rqmt  Ship  % 

Jac 

7 7 100.0 

1 1 100.0 

1 1 100.0 

63  64  101.6 

Mac 

17  17  100.0 

5 5 100.0 

0 0 N/A 

104  104  100.0 

Mon 

15  16  106.7 

0 0 N/A 

0 0 N/A 

75  76  101.3 

Nas 

12  12  100.0 

0 0 N/A 

0 0 N/A 

66  67  101.5 

Orl 

6 6 100.0 

0 0 N/A 

0 0 N/A 

127  127  100.0 

Ral 

12  12  100.0 

0 0 N/A 

1 1 100.0 

71  71  100.0 

Dist 

69  70  101.4 

6 6 100.0 

2 2 100.0 

506  509  100.6 

SHIPPING  QUALITY 

% MG  l-IIIA  Ship 

% Tier  1 HSG  Ship 

% NPS  Reg  4-6Yr 

% QEP  + CEP  Rqmt 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

TOE  Ship 

Ship 

Jac 

64.2  66.7 

94.1  100.0 

100.0 

260.0 

Mac 

65.0  72.7 

96.2  95.5 

100.0 

220.0 

Mon 

63.8  62.5 

87.3  93.8 

100.0 

128.6 

Nas 

65.4  75.0 

88.0  91.7 

98.1 

42.9 

Orl 

63.2  83.3 

92.0  100.0 

100.0 

81.8 

Ral 

64.3  53.8 

88.9  100.0 

100.0 

28.6 

Dist 

64.2  67.9 

91.5  96.1 

99.8 

123.4 

NET  NEW  CONTRA  CTING 

PS  Reg  + 

PS  Reg 

NPS  Reg  M 

NPS  Reg  M 

NPS  Reg  F 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

1 2 200.0 

45  50  111.1 

46  52  1 13.0 

2 3 150.0 

Mac 

4 0 0.0 

85  96  112.9 

89  96  107.9 

5 7 140.0 

Mon 

2 3 150.0 

63  52  82.5 

65  55  84.6 

5 7 140.0 

Nas 

2 1 50.0 

66  57  86.4 

68  58  85.3 

4 6 150.0 

Orl 

4 1 25.0 

108  110  101.9 

112  111  99.1 

6 6 100.0 

Ral 

2 2 100.0 

70  55  78.6 

72  57  79.2 

4 3 75.0 

Dist 

15  9 60.0 

437  420  96.1 

452  429  94.9 

26  32  123.1 

NPS  Reg  M Ground 

NPS  Reg  M Air 

NPS  Res  F 

Total  Force 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Quota  NNC  % 

Jac 

14  17  121.4 

2 3 150.0 

1 1 100.0 

65  76  116.9 

Mac 

23  22  95.7 

6 0 0.0 

1 1 100.0 

124  126  101.6 

Mon 

19  32  168.4 

0 0 N/A 

0 0 N/A 

89  94  105.6 

Nas 

24  37  154.2 

0 -1  N/A 

0 0 N/A 

96  100  104.2 

Orl 

16  16  100.0 

0 0 N/A 

0 1 N/A 

134  134  100.0 

Ral 

18  9 50.0 

1 1 100.0 

0 4 N/A 

95  74  77.9 

Dist 

114  133  1 16.7 

9 3 33.3 

2 7 350.0 

603  604  100.2 

CONTRACTING  QUAUTY 

% MG  l-IIIA  NNC 

% Tier  1 HSG  NNC 

% QEP  + CEP  Quota 

NPS  Reg  NPS  Res 

NPS  RegM  NPS  ResM 

Contracted 

APR 

Jac 

60.4  76.2 

100.0  100.0 

316.7 

1.90 

Mac 

70.9  87.0 

100.0  100.0 

227.3 

1.64 

Mon 

69.5  90.6 

96.2  100.0 

1 14.3 

1.71 

Nas 

52.4  77.8 

93.0  100.0 

142.9 

1.67 

Orl 

68.1  94.1 

97.3  100.0 

83.3 

1.61 

Ral 

60.3  92.9 

98.2  110.0 

37.5 

1.25 

December  1987 
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'Twas  the  night  before  Christmas, 
and  all  through  the  state, 

The  Recruiters  were  desperate 
and  all  working  late. 

Their  A-signs  and  lit-racks 
were  placed  with  great  care, 
in  hopes  that  some  applicants 
soon  would  be  there. 

The  men  who  made  quota 
were  home  and  in  bed, 
while  visions  of  propay 
danced  in  their  heads. 

The  others  were  searching 
the  bars  and  the  streets. 

They'd  stop  and  they'd  talk 
to  all  who  they'd  meet. 

The  moon  on  the  crest 
of  the  new  fallen  snow 
gave  the  RS  fine  luster 
to  objects  below. 

One  recruiter  was  hard  up 
and  thought  in  a pause, 
if  his  selling  was  good, 
he  might  get  Santa  Claus. 

But  this  dude  was  too  fat 
from  those  cookies  and  jam, 
with  some  luck,  he  could  get  on 
our  MED-REP  program. 
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Then  just  down  the  street 
there  arose  such  a clatter, 
he  ran  there  like  hell, 
to  see  what  was  the  matter. 

Though  he  slipped  and  he  fell 
on  the  ice  and  the  snow, 
he  just  brushed  off  his  blues 
and  away  he  did  go. 

When  what  to  his  bloodshot 
eyes  should  appear 
but  a sleigh  being  pulled 
by  Recruiters  in  fear. 

With  a driver  who  seemed 
to  be  shouting  with  glee, 
he  knew  that  this  must 
be  the  new  QIC. 

Slower  than  snails 
his  Recruiters  they  came, 
he  shouted  and  called 
the  Recruiters  by  name. 

''On  Sergeant,  on  Gunny, 
on  Staff  Sergeants,  too." 

Even  though  they  were  freezing 
and  all  turning  blue. 

The  sound  of  his  voice 
made  the  men  start  to  jump, 
as  he  yelled,  ''We  need  ten  more 
accessions  this  month." 


Semper  Fi,  Devil  Dog, 
well,  you  know  what  I mean. 

Now  onward  Recruiters, 
up  over  the  malls, 
we  all  have  to  start 
making  telephone  calls. 

They  went  to  the  high  schools 
and  got  all  the  lists, 
and  the  OIC  held  them 
all  tight  in  his  fists. 

They  made  all  their  calls, 
and  they  got  all  their  men, 
and  the  OIC  shouted 
something  again. 

''You  Recruiters  did  well, 
and  the  quota  is  filled," 
and  he  smiled  as  he  said, 

''Men,  quite  frankly.  I'm  thrilled 

In  a flash  he  was  gone, 
and  it  all  seemed  so  scary, 
we  knew  he'd  be  back 
when  it  came  January. 

But  now  we  could  rest 
'til  the  Yuletide  was  gone, 
and  we  sang  out  so  cheery 
in  fine  Christmas  song. 

And  then  out  of  nowhere 
a voice  we  could  hear, 

''Merry  Christmas,  Recruiters, 
and  a Happy  New  Year!" 

Anonymous 


